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HAS EMPLOYEE TRAINING
BECOME TOO EXPENSIVE?

Ward Smith has been associated with UFA for 26 years. Prior to

his appointment as Personnel Managerand Training Officer, he was
Manager of the Farm Supply Division.

In this article, he discusses the cost of employee training.

There is no doubt in my mind some of the tradi-

tional methods of training have become too ex-

pensive.

The rapid growth of business in the late sixties

resulted in the birth of a variety of organizations
offering a smorgasbord of learning opportunities.
The result is skyrocketing training costs.

When training directors meet, the subject in-

evitably turns to the high cost of training and the
need for innovation to do the job and keep a
handle on expenses.

A 68% increase
Five years ago, American Management

Research, a professional management develop-
ment organization, offered three day seminars for

$295 per person, excluding transportation, accom-
modation and meals. These seminars now cost
$495 per person, an increase of 68%. One day
seminars offered locally have more than doubled
in cost. The question training directors must
resolve is "How to get value for our dollar?"

With the rapid increase in technology, staff

training is more essential than ever before. New
products and new skills are appearing with in-

creasing frequency. Competition is keen. Keeping
on top in the market place is a daily struggle re-

quiring skilled employees.

Traditional approaches
There are three traditional approaches to train-

ing.

1. "External Sources" are universities, colleges
and management development specialists.
This is where the most rapid increase in cost
has occurred in the last five years.

2. "In House" or performing the training func-
tion with your own staff.

3. "On the Job" where the real learning occurs.
Theory and role playing are an essential part

of learning but applying these skills to the
job is the proof of ability and performance.

It is just as important to change the mix in train-

ing methods as it is for the feed lot manager to

change the types of grain in his feed mix to keep
quality high and costs as low as possible.

A fourth method
A fourth method falls somewhere between "Ex-

ternal" and "In House". This method closely
describes the Co-op College of Canada. UFA
makes use of their service both as an "External"
source at the college in Saskatoon and as "In

House" with training courses conducted in

Calgary.

An example of the savings this method can
achieve can be illustrated with a new course we
have introduced called "Situational Leadership".
This course is a method of supervising an in-

dividual according to his or her level of job maturi-

ty. The maturity level will move up and down as
the individual develops.

A saving of $8,500
This is an American Management Research

course and would cost $495 per person. When it

was conducted "In House" by Bruno Neufeldt,

Program Manager, Co-op College of Canada and
myself, it cost $70 per person excluding travel, ac-

commodation and meals. Twenty managers and
supervisors attended the Situational Leadership
course resulting in savings of $8,500.
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This means two things to our co-operative. By
adapting the "In House" method we can provide
training in new techniques to more people on our
staff and keep our cost down.

More training-costs kept to a minimum
UFA supports the newly formed Alberta Region

of the Co-op College of Canada. Through our
region we will be able to provide more training op-
portunities and keep costs to a minimum by shar-
ing expertise, facilities and courses with other co-
operatives in Alberta.

Skill, technical and management training are
becoming increasingly important in our changing
world. Proper mix of training sources and careful
evaluation of the results will enable us to achieve
our objectives of having a well trained staff to
serve our members while keeping costs at a
reasonable level.

'Situational Leadership' course conducted in the conference room of UFA'S head office by Ward Smith and Bruno Neufeldt, program

manager, Co-op College of Canada.



Portraits of Service Petroie„m Division

Loyalty means different things to different people. Discipline - willingness - readiness -service - con-
stancy - devotion - faithfulness - the list is endless. Whatever loyalty means to each individual, it's an im-
portant ingredient in life and should never be minimized.

A salute to the ten petroleum Agents pictured below for their many years of service and the loyalty they
have shown in their association with United Farmers of Alberta.

Petroleum Division awards for period from July 1, 1977 - June 30, 1978

35 Years 25 Years 15 Years 10 Years

R. Levar Leishman
Hillspring

June 15, 1943

Jack W. Bateman
Alliance
November 10, 1953

Dune H. Fentie
Fairview
August 12, 1963

Ray A. Ferguson
Sylvan Lake
May 5, 1953

Jim Fraser
Rockyford
August 22, 1952

Stan "Turk" Segar
Elnora
May 7, 1954

Jack O. Williams
Lethbridge
June 17, 1953

D. Jim Kirby
Delia
April 25, 1969

Gib E. Paradis
Edmonton
August 19, 1969

•Iff

Dick Sabey
Milk River
January 13, 1969



Portraits of Service
Farm Supply Division (Jan. 1 - June 30, 1979)

Farm Supply Division

20 Years 15 Years 10 Years 5 Years

Bill Hutchison
Customer Sales Rep.
FDD Red Deer
April 15, 1959

Gordon Wenzel
Manager, Distribution
Centre
Edmonton
January 19, 1959

Barry Brown
Customer Service
Supervisor
Stettler Centre
March 9, 1964

Alvin Burdeyney
Manager
Fairview Centre
April 16, 1964

Ron Fernley
Manager
Red Deer Centre
January 15, 1964

Jack Anderson
Manager
Claresholm Centre
June 9, 1969

Gordon Zaichkowsky
Customer Sales Rep.
Grimshaw Centre
April 8, 1964

Dwayne Kreiser
Assistant Manager
Camrose Centre
April 1, 1974

Alexander Stang
Customer Service
Supervisor
Camrose Centre
April 1, 1974

Dan Stuckky
Assistant Manager
Stettler Centre
March 4, 1974
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Agent of the Month

FARM SERVICE

Bob Sieker

In March, 1978, Bob Sieker took over as the UFA
Agent at Grande Prairie. He replaced Fred Mason
who had been the Agent at Grande Prairie for over
twenty years.

Bob is certainly not new to the petroleum busi-
ness or to UFA. He has been the UFA Agent at
Wembley since 1966. A native of the Peace River,
he was born in the Wembley area where his grand-
father and father homesteaded in 1929. Wembley,
at that time, was the end of the rail. The pioneer
Siekers cleared their land with an axe and even-
tually Bob's dad bought more land and raised
grain and cattle.

Bob Sieker was raised on the family farm and
went to school in Wembley. He then worked for
Firestone in Calgary, Edmonton and Grande
Prairie as a commercial salesman. When Bob be-
came the UFA Agent at Wembley, he replaced
Doug Keown who had taken over the Spirit River
Agency. The Wembley Agency, at that time, was

doing approximately half a million gallons a year
and Bob steadily built the gallonage up and in ten

years, Wembley broke the million gallon mark.

For quite a few years, Bob's wife Dorothy,
whose maiden name was Nagel and who was also
from the Wembley area, worked with him. Bob,
Dorothy and their children Beverley, Rodney and
Clinton have always been active in the communi-
ty. Wembley has a new recreational complex that

was built due to the townspeople all pitching in

and working on it. Bob was mayor of Wembley for

four years, president of the curling club for five

years and was involved with minor hockey as both
his sons played.

Bob was happy at Wembley but being the ener-

getic person that he is, felt he wasn't being kept

busy enough. When Fred Mason retired at Grande
Prairie, Bob deliberated for some time before he
decided to take over at Grande Prairie.



Agent of the Month

Staff at Grande Prairie: left to right - Lome Brovin, Ray Stokke, Bob Sieker, Shirley Shopik, Dennis Cameron and Fred McMillan, Ter-

ritory Manager in the Petroleum Division. (Missing from picture, Audrey Grubb).

He feels he made the right decision. Sales at

Grande Prairie have shown an outstanding in-

crease. He now has 70 key stop customers, a
dramatic increase from the six he had when he
started there. This has taken a lot of hustling on
Bob's part, but has certainly sent his gallonage
sales surging.

Whereas, in Wembley, Bob delivers about 95%
of what he sells, in Grande Prairie about 50% is

delivered and the remainder is made up in sales at

the Agency. Of this 50%, half is agricultural and
half is commercial.

In March, 1978, Bob bought new G.M. trucks. He
has always maintained the best of equipment. He
has a double plumbing system in the trucks and
diesel and gasoline can be pumped separately or
at the same time. It cost about three thousand
dollars a truck to do this and was well worth it, in

Bob's estimation. The trucks have Allison auto-
matic transmission and Bob feels this is a saving

on clutch and pressure plates. The trucks are also
equipped with air brakes, electric reels, arctic

hoses, and power take off.

Bob also bought his first diesel truck in Oc-
tober, 1978. Gas trucks have done a good job for

him and he wants to put more mileage on the
diesel before he evaluates the pros and cons of

diesel and gas trucks. Two trucks are in use all the
time and one truck is a backup. All trucks are radio

controlled and Bob has his own frequency.

To get known as the new Agent at Grande
Prairie, Bob established a definite pattern of ser-

vice. He maintains that when the phone rings,

"You can't get there fast enough," and when you
do this a number of times, the customer recog-
nizes and appreciates the top service you are try-

ing to give him. Bob feels this priority emphasis
on service and the effort he has made to get to

know his customers in Grande Prairie has resulted

in the outstanding sales increase he has shown.



Delivery units at Grande Prairie

The Grande Prairie Agency.

However, Bob is confident that 1979 will see
even more of an increase at Grande Prairie as he
feels there is a lot of potential there and he is aim-
ing for a 20% increase every year for the next five

years.

The majority of Bob's time is now spent in

managing at the Agencies. He still lives in

Wembley, which is a seventeen minute drive from
Grande Prairie, but is considering moving into the
city. He doesn't find his days slow any more and
finds he can easily cope with running both agen-
cies. As in all businesses, competent help is of
prime importance and realizing this, Bob is careful
in screening anyone before he hires them, then he
offers them a good job, explains their responsibili-
ties and lets them make necessary decisions. If

the decision is not right, it is discussed later.

On staff at Grande Prairie is Ray Stokke who is

handling some of the office duties; driver sales-
man Dennis Cameron, who has been with Bob

since he took over the agency, and Lome Brovin,

Shirley Shopik, full time bookkeeper at the Agen-
cy, who had previously worked for Fred Mason,
and Audrey Grubb, who worked part time for ten
years at Wembley and now comes to Grande
Prairie once a week to help with cutoff and invoic-

ing of the 70 key accounts. In addition to the com-
petent staff he has, Bob spoke highly of the ex-

cellent service he gets from Economy Carriers.

Besides his drive to generate new business,
Bob is determined to keep his customer turnover
at a minimum. He has made every effort to do this

over the years at Wembley, and feels if he can
keep customer turnover low at Grande Prairie,

then his business has to increase.

Bob Sieker is a dynamic and astute business-
man and The United Farmer is proud to salute him
as Agent of the Month.



Canadian Western Farm
and Ranch Show

Super tanker, slurry manure wagon.

Western Canada's largest ever exhibition of

farm machinery, chemicals, supplies and services
was again held this year in Edmonton. This show
is a unique opportunity for the agricultural in-

dustry to update technology, exchange informa-
tion and renew old friendships.

In effect, the Canadian Western Farm and
Ranch Show represents a visual catalogue of

equipment in one location. It is a giant market-
place bringing together the newest the industry

has to offer, making it possible for farmers and
ranchers from all over Alberta to see, touch, com-
pare quality, design and price, and buy these pro-

ducts and services in a conducive and informal at-

mosphere.
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1. Hutchison Grain Cleaner complete with auger.

2. 850 Calahoun fertilizer spreader.

3. Underfloor aeration system for grain bins.

4.

5.

6-

Hurst penning systems.

AZA cable feeding system.

Westeel mini-hopper bottom steel bin.

7. Arch rib building.

8. Conventional building.

Canadian Western
Farm and Ranch Show

This is the twelfth year for the show which was
held in the Edmonton Sportex Building in con-
junction with a stock show and sale and rodeo. It

is the major exhibition United Farmers of Alberta
enters. This year, UFA also had a display at the
very successful Lethbridge show and a WW Cattle
handling and animal health display at Calgary.

Farm Supply personnel were on hand at the
shows. In addition to the sales made on the floor

and the many sales leads, this is an excellent way
to see the equipment lines UFA carries and learn

about the services offered.

Leons front end loader complete with grapple fork;

Leons rear blade.

12



1. Leons 14 foot dozer blade. 4. Renn grain roller. In background right to left: Fearing ear tagging contest;
Homelite chain saws; Generac stand-by power plants.

2. Leons rotary rock picker. 5. Hydraulic post pounder.

3. Leons 5 1/2 yard land scraper.

Hydra Ram system manure pump.
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On October 16, 1978, Bill Margach, Region
Manager North of the Petroleum Division, an-
nounced the appointment of Tom Miller as Ter-
ritory Manager of petroleum area #4.

Originally from Brooks, Tom was raised on the
family farm. He attended Brooks Composite High
and then went on to the University of Alberta
where he obtained his Bachelor of Commerce
degree, majoring in marketing.

Prior to joining UFA, Tom worked for 1 1/2 years
with a major oil company as an analyst in their

supply and distribution department. His main
function as UFA Territory Manager in Territory #4
will include; supervising the operation, upkeep
and maintenance of company property throughout
Alberta; control of inventories and accounts
receivable at the agencies.

The Agents and Agencies in Tom's territory are:

Bob Beckman, Czar; Garry Fernley, Vegreville: Bill

Garnett, Vermilion; Dick Hill, Spedden; Bob
Holowaychuk, Willingdon; Neal Jones, Dewberry;
Doug Lindquist, Elk Point; Walter Lysons,
Paradise Valley; Hilmer Olsen, Holden; Frank
Rath, Myrnam; Andy Semeniuk, Smoky Lake; Mike
Stasyk, Glendon; Selmer Syverson, Provost; Dick
Tipler, Edgerton; Steve Warawa, Mannville; John
Zacharias, Wainwright.

Tom and his wife Julia have two children Bruce
and Brian.

John Lee's excellent agricultural background
certainly qualifies him for his responsible new
position as Manager of UFA'S Farmstead Develop-
ment Department in Calgary.

A native of Langley, B.C., where he was raised
on the family dairy farm in the Fraser Valley, John
attended Langley Secondary School. He went on
to major in engineering at the B.C. Institute of
Technology and graduated in 1970.

Prior to joining UFA, John worked for B.C.
Equipment Distributors Ltd. as Technical Repre-
sentative for B.C. and Alberta. From 1976 to 1978,
he was with Customer Services for Western
Breeding Ltd. John joined UFA in 1978 as Assist-
ant Manager of FDD Calgary and on May 1, 1979,
was appointed Manager. His wife, Janice, also
works in the agricultural field and is production
manager of Dairy Contact.

John is involved as well in agricultural produc-
tion and is part-owner of Chico Ranches Ltd., a
purebred cow-calf and grain operation at Bittern
Lake. For hobbies, he enjoys flying, most sports
and raising purebred cattle.

Appointments

Thomas S. Miller

John Lee
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Appointments Jim Shindler, Manager of Farm Supply
Division, recently announced the following
appointments.

Lome Boschman, from
Manager of the Falher
Centre to Manager of the
Two Hills Centre.

Tim Greenlee, from
Manager of the Two Hills

Centre to Manager of the
Lethbridge Centre.

Randy Pearce, as Assis-
tant Manager at the Ed-
monton Distribution
Centre.

Jim Calder, from
Manager of FDD Calgary,
to Technical Advisor for

the Farmstead Develop-
ment Department.

Dwayne Kreiser, from
Customer Sales Rep. at

Oyen to Assistant Man-
ager of the Camrose
Centre.

Murray Robertson, from
Customer Sales Rep. at

Oyen to Assistant Man-
ager at the Airdrie Cen-
tre.

Head Office Service Awards
25 Years

Gordon Gimbel
Territory Manager
Petroleum Division, F

December 31, 1954

Ole Johnson
Petroleum Warehouse
Edmonton
March 22, 1954

Berta Stanley
Payroll

May 25, 1954

15



Head Office Service Awards
20 Years

Joe Miller

Supervisor
Farm Supply Accounting
April 22, 1959

15 Years

Jean Bittorf

Intermediate Clerk
Farm Supply Accounting
December 15, 1964

Dave Latam
Region Manager, North
Farm Supply Division
March 9, 1964

10 Years

Ed Evans
Operations Manager
Farm Supply Division
May 16, 1969

Shirley Holmes
Senior Clerk
Petroleum Accounting
October 6, 1969

5 Years

I*

Darwin Beierle
Senior Credit Clerk
May 1, 1974

Jim Johnson
Treasurer & Administrative
Division Manager
March 1, 1974

Bea Tompkins
Senior Clerk
Printing and Stationery
May 15, 1964

J. Harold Lee
Territory Manager
Petroleum Division,

Sherwood Park
September 1, 1969


